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Introduction 


1.  What  About  Negotiation  as  a  Specialty? 

Fisher,  Roger;  "What  About  Negotiation  as  a 
Specialty?",  American  Bar  Association  Journal, 
Sept.  1983,  Vol .  69. 

2.  On  Negotiating 

Nierenberg,  Gerald  I.;  The  Complete  Negotiator, 
1986. 

3.  Some  Organizing  Questions 

Raiffa,  Howard;  The  Art  &  Science  of  Negotiation, 
1982. 

4.  Introduction  to  Legal  Negotiation 

Williams,  Gerald  R.;  Legal  Negotiation  and 
Settlement,  1983. 


The  Negotiation  Process 

5.  The  Negotiation  Process 

Harbaugh,  Joseph  D.  and  Britzke,  Barbara; 
Negotiation  — •  Winning  Tactics  and  Techniques, 

Practising  Law  Institute,  1988. 

6.  An  Orienting  Model;  Negotiation  as  Exchange 
Bellow,  Gary  and  Moulton,  Bea;  The  Lawyering 
Process ,  1980. 

Which  Approach  is  More  Effective;  Cooperative  or 
Competitive? 

Williams,  Gerald.;  Legal  Negotiation  and 
Settlement,  1983. 


7. 
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Aspects  of  Negotiation 

8.  Client  Relations  and  Negotiation 

Williams,  Gerald  R.;  Legal  Negotiation  and 
Settlement ,  1983. 

9.  Images  of  Relationship 

Gilligan,  Carol;  Harvard  University  Press,  1982. 

10.  People 

Nierenberg,  Gerald  I.;  The  Complete  Negotiator, 
1986. 


Bargaining 

11.  Identifying  the  Available  Leverage:  Influence  and 

Inf luenceability  in  the  Bargaining  Situation 

Bellow,  Gary  and  Moulton,  Bea;  The  Lawyering 
Process ,  1980. 

12.  Demand  Strategies 

Bellow,  Gary  and  Moulton,  Bea;  The  Lawyering 
Process ,  1980. 

13.  An  Essay  on  Bargaining 

Schelling,  T.C.;  "The  Strategy  of  Conflict", 
Oxford  University  Press,  1977. 


Questions 


14.  The  Dse  of  Questions 

Nierenberg,  Gerald  I.;  The  Complete  Negotiator, 
1986  . 


Advising  the  Client 

15.  Advice:  Helping  the  Client  Choose 

Bellow,  Gary  and  Moulton,  Bea;  The  Lawyering 
Process ,  1980. 

16.  Rules  3,  10,  14,  21  and  25 

The  Law  Society  of  Upper  Canada  Professional 
Conduct  Handbook,  January  30,  1987 
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17.  The  Business  Lawyer's  Role  in  Negotiating  Commercial 
Transactions 

Levitt,  Brian  M.  and  Horner,  Clay;  "Commercial 
Law:  Recent  Developments  and  Emerging  Trends", 

Special  Lectures  of  the  Law  Society  of  Upper 

Canada,  1985. 


Selected  Readings 

18.  Negotiating  with  a  Customer  You  Can't  Afford  to  Lose 

Keiser,  Thomas  C.;  Harvard  Business  Review, 
November-December ,  1988,  Number  6. 

19.  Growing  Concerns  —  You  can  Negotiate  with  Venture 
Capitalists 

Hoffman,  Harold  M.  and  Blakey,  James;  Harvard 
Business  Review,  March-April,  1987,  Number  2. 

20.  Negotiating  Tactics  for  Legal  Services  Lawyers 

Meltsner,  Michael  and  Schrag,  Philip  G.;  The 
Clearinghouse  Review,  Vol.  7,  September,  1973. 
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